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Recruiting is important for HRM, and competent model is the base of recruiting. So 
it is very useful to research the competency models and recruiting system of GF sales 
department managers. We begin with the competency models and recruiting system, and 
aim at promoting the HRM of GF. 
Firstly, we summarize the concepts of competency, the representative theory of 
which was put forward by an American psychologist named David C. McClelland. 
Secondly, we sum up the theories about competency models and point out it is pertinent, 
discriminative and all-around. Furthermore, we conclude the flow to construct 
competency models based on multitudinous theories, which involves analyzing the post of 
GF sales departments managers, particularizing competency items, investigating through 
questionnaire, distinguishing managers, behavioral event interview, collecting and 
analyzing, validating competency items and maintaining competency models. 
Some problems exist in the recruiting of GF’s HRM, such as subjectivity, simplex 
appraising measure, ambiguous standard of competency. This research enumerated 50 
competency items after having analyzed the position demand of GF’s sales department 
managers. We chose 25 items via questionnaire survey, chose 12 items through behavioral 
event interview, and chose 7 items after validating and revising. The seven competency 
items to make up of the position of GF’s sales departments managers are initiative, 
self-study, communication, planning and organizing, building teams, settling problems and 
fidelity. Finally, we discussed how to build the recruiting system and to evaluate the 
system based on competency models. 
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